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Executive Summary

There is in excess of 25 major Buyers and some150 Suppliers within the existing industrial supply chain in Cumbria. Between them, a multi-million pound revenue stream has already developed. Now an opportunity exists for some, if not all, of this intra-county trading to take place and develop via the Internet.

The Cumbria Industrial Catalogue will be a new vehicle for creating and retaining wealth in the County. As an Internet based e-commerce facility, it will connect the county’s major industrial Buyers with local Suppliers of approved goods and services.

CIC has now been formed with representatives and stakeholders from the industrial supply chain community and the County. As a profit generating Internet Company, CIC is expected to grow rapidly. It is anticipated that the Company will have a turnover in excess of £50m by 31st December 2002. It will also reduce costs and encourage best practice within the industrial supply chain within Cumbria. 

An experienced team of directors and executives has been appointed representing Buyer and Supplier interests  plus representatives of Cumbria Supply Chain Network Group, Regional Supply Office Northwest, Enterprise Cumbria Ltd and local IT companies. Appropriate software to run the Catalogue has been specified and is being produced by Internet Special Projects Limited.

At this stage, ten companies have become founder shareholders in the Company. Seven more companies and individuals have invested bringing the total number of investors to seventeen. It is intended to raise all the capital necessary to fund the business from within Cumbria. 

The purpose of the Company is threefold:- to retain as much value added in the County as possible, to reduce costs within the industrial supply chain and to create wealth for its stakeholders. 

Installation of phase one of the software and commissioning of the Catalogue will take place in January 2000. The catalogue will operate on the web site: www.iprocure.co.uk and the name iprocure will become the trading name of CIC Ltd. 

As the initiative is ideally suited to regional development by enhancing local regional supply chains, CIC Ltd will be offering this facility to all regions in the UK and beyond. CIC Ltd will offer a regional window into the web site - iprocure. CIC Ltd is very well placed to promote this concept through the Business Link Network, Regional Supply Network and Supply Chain Network Groups, all of which organisations are represented on the executive team of CIC Ltd. 

Corporate Vision

The vision for the company is for CIC Ltd and iprocure to be the UK’s premier e-commerce tool for regional development by connecting via the internet major industrial buyers with local suppliers of approved goods and services. 

By the end of the year 2000 the trading projection is: 

Twenty large corporate buyers and one hundred Cumbria suppliers utilising the system with £10m turnover. 

Two other regions in the UK committed to implementing the system. 

By the end of the year 2002 the trading projection is:

Thirty large corporate buyers and one hundred and fifty Cumbria suppliers utilising the system with £30m turnover.

Five UK regions with twenty corporate buyers and one hundred suppliers in each utilising the system generating a total turnover of £50m.

In 2002 CIC & iprocure will be launched on the AIM market and by 2004 the company will have a full listing on the London Stock Exchange

CIC & iprocure have the following unique characteristics: 

a) a fully operational procurement system from item selection, requisitioning, authorising, ordering, delivery and payment. 

b) a single source supplier with a consolidated invoicing and payment. 

c) a sophisticated reporting system with real time vendor performance measures. 

d) identifying  products where there are alternative suppliers the relative prices will be displayed. This will remove the need for a costly tendering process.  

e) facilitating consolidation and streamlining of distribution & delivery with significant environmental benefits.

The Board

CIC Ltd was set up in May 1999. The five-person board has been structured to represent the interests of all stakeholders in the Catalogue. 

Directors

Peter Caunce, Managing Director of Swan Bearings Ltd is the Company Secretary.

David Neil, Director BGN Ltd. is Chief Executive Officer

Richard Gilbert, Managing Director of BL Gilbert Ltd, 

Brian Lightowler, Head of Business Link Cumbria, 

David Magrath, Supply Chain Manager, BNFL is the Cumbria Purchasing Initiaitve representative until November 2001 

All Directors have extensive experience within the Cumbrian supply chain and represent the interests of Suppliers, Buyers and the wider public and other third party interests.

Executive Management Team
David Neil BSc (Hons), MBA, CEng, FIQA. One of the originators of the CIC, David (55) is Chief Operating Officer. As co-ordinator of Cumbria’s Supply Chain Network Group, he is ideally placed to raise awareness of the CIC and hone its relevance and usefulness to potential users. His background is in Quality Management within process and manufacturing industries including British Nuclear Fuels Plc and John Kincaid.  He is a Chartered Engineer and Fellow of the Institute of Quality Assurance.

Nicholas Steven. E-commerce adviser. One of the originators of the CIC concept, Nicholas is an experienced entrepreneur and general manager, having started and built a successful fully computerised trading business based in Cumbria. His experience in communications, marketing and IT make him well equipped to develop the CIC. He was formerly IT Adviser with Enterprise Cumbria where he specialised in electronic commerce. Nicholas has taken up a similar post with Business Link Dorset but retains regular close contact with CIC both electronically, physically and spiritually.

He is 50 years old and lives in Penrith.

Edward O’Keefe.  (More here)

David Heron. Managing Partner of Technology Store, a software house which has won national awards for their work in producing Public Sector Access software. Technology Store is also experienced in database integration using Oracle.

Helen Brown  Director Premium Ceiling Ltd

Roger Smith. Director Thos Graham & Co. Ltd

Proposed Organisation 

a) People Strategy

The Company will operate as a lean enterprise.It is the initial strategy of the company to avoid direct employment costs as far as possible by utilising the skills and resources of directors & founding shareholders and their associated companies, business partners and contract personnel, as necessary to deliver key objectives.

The directors and executive management team, including the CEO have agreed to waive remuneration until the company is generating operational profits.

The production of software and operation of hardware will be the responsibility of ISPL a founding shareholder in CIC Ltd

b) Key roles & objectives

The company has identified the following key roles and objectives: 

1. Customer Liaison - responsible for the introduction of new Buyers and Suppliers to the catalogue and their training 

2. Interface Development - responsible for the building and installation of interfaces to in-house IT systems of all users 

3. Accounting, Administration and Customer Service - responsible for tracking of all transactions through the CIC, the production of monthly management accounts and dealing centrally with customer service

4. Marketing & Sales of CIC and iprocure both regionally and nationally

CIC will use a fully computerised real time accounting system. Monthly management accounts will be prepared for submission to the Company’s Bankers and other reporting authorities.  Cash flow forecasts will be prepared and these will form part of a comprehensive computer based budgeting system.  The aim will be to fully integrate the Catalogue with the Companies accounting systems while maintaining the essential audit trails.

Marketing Strategy

Markets and Services

Introduction

The Cumbria Supply Chain Network Group was formed in October 1996. Its role is to provide a framework for SMEs to become competitive, attractive Suppliers. It encourages “world class” standards, collaboration and networking among companies. The steering group of the Cumbria Supply Chain Network Group includes senior representatives from thirteen large Cumbrian organisations with substantial purchasing expenditure in the County. (See Appendix 1 for a list of these organisations.) Research by the Centre for Regional Economic Development (CRED), University of Northumbria, together with information emanating from the Network Group has identified following:

1. Cumbria is a distinct, peripheral area in the United Kingdom with a relatively under-developed transport infrastructure. Although there are strong local affiliations to the districts in the county there is an over-riding willingness in individuals and companies to collaborate in initiatives for the wellbeing of the County as a whole. This provides a sound environment for proceeding with a collaborative initiative such as the Cumbria Industrial Catalogue.

2. During the 1990s large companies throughout the UK have been rationalising their Supplier base in order to reduce internal costs and actual purchasing expenditure. This trend also affects Cumbria with virtually all of the larger purchasing organisations adopting a similar approach. The effect has been dramatic for both successful SMEs and for those failing to retain previous business. Most large organisations are working towards single Supplier sourcing and commodity “bundling”. The Catalogue’s concept of grouping Cumbrian Suppliers together as a single source fits this strategy, working to the advantage of both large purchaser and local Suppliers. Should this project not proceed there are many non Cumbrian companies ready to act a single source for an almost unlimited range of products and services – a loss which the County can ill afford. 

3. Most of the large purchasing companies in Cumbria have their strategic sources of supply outside the county. Indeed less than 20% of their purchasing expenditure is placed in Cumbria. However that local expenditure makes a very significant contribution to the local economy. In developing their IT systems several companies are implementing large ERP systems integrating their planning, manufacturing, procurement and finance systems. These are ideal for large strategic planned purchases but do not adequately deal with the relatively low value commodity, consumable purchases. The Cumbria Industrial Catalogue integrates well with these purchases, as most of the supply base in Cumbria is focused on this sector. However the CIC will integrate with these ERP systems, giving purchasers the advantage of one process for all purchases. 
Markets and Services Continued
Market Research

Through the vehicle of the Cumbria Supply Chain Network Group and the Steering Group,eight purchasing managers were selected from the large organisations in Cumbria: BNFL, UCB Films Ltd, West Cumbria Health Care Trust, Iggesund Paperboard Ltd, Cumbria Supplies, Marconi Marine, British Aluminium Speciality Extrusions, James Walker & Co Ltd, Eastman Ectona. 

Each has responded positively to this initiative and is involved in the development of the pilot.

Regarding Small & Medium Sized Enterprises nine local Suppliers have responded positively and have subscribed financially to the project.

Further consultation is taking place with the major buying organisations in Cumbria to ensure the Cumbria Industrial Catalogue will meet their procurement requirements in the future. 

The Cumbrian Supply Chain

A list of 27 large Buyers in Cumbria is at Annex A. The 117 local Suppliers most likely to be currently supplying them are at Annex B. It should be noted that neither of these lists are exclusive and that many of the Suppliers at Annex B are themselves substantial purchasers of goods and services from within the county and therefore potential users of CIC for buying and selling. Following the recent trend towards bundling, Suppliers may use the CIC to allow themselves to quote to large Buyers for bundles where their own inventory may provide some of the requirements of the bundle and the remainder can be sourced via the CIC. 

The products and services supplied by the companies at Annex B are diverse. They include engineering consumables, hardware, stationary, computers, furniture, food, machinery, tools, construction, decoration, delivery, various business services etc. Such items are to the large Buyers in the county “Operating, Maintenance and Consumable Supplies”. It is estimated that 38% of all purchases made by the 27 large Buyers are this category of product and service. However not all of this business is currently placed within the county. The CIC is designed to make it easier for a larger amount of goods and services to be bought here.

Markets and Services Continued

Market Size and Growth

The current market for “Operating, Maintenance and Consumable Supplies” within Cumbria is estimated at (£200m). The amount of this business actually placed within the county is (£50m) and this has been declining steadily over recent years. The reasons for the decline include ownership of larger business being outside the county, the awarding of bundles to businesses outside the county, a general increase of national and international competition.  The CIC is designed to reverse this trend and to build intra county sales.

It is anticipated that the overall demand for these supplies will remain static or decline unless new initiatives, such as the CIC can reverse Cumbria’s present industrial trends.
Key Dependencies

CIC’s key customers are listed at Annexes A and B. These are generally well established, well financed businesses with mature trading relationships and track records.  Key Suppliers to the CIC itself include: 

Internet Special Project Ltd – the supplier and ongoing developer of the software. NatWest – for banking and funds clearance services

Commerce Media Ltd who provide training and interface support to Supplier Companies.  These three agencies are critical to the functioning of the CIC and management of these relationships will remain a primary responsibility of the CEO.

Customer Commitment

All those potential customers, who have been approached, have shown a real interest in the CIC. Details of individuals who offered help with the development of the project is at Annex C. There is considerable commitment among these potential users. CIC will aim to build on this commitment by offering participants a share in its success. 

A list of founder shareholders in CIC Ltd is at Annex D. It is anticipated that many more of the companies listed at Annexes A and B will become shareholders once a prospectus is issued. 

Competition

There is no single, direct competitor for CIC, which has a unique central position in regard to the supply chain in Cumbria. However a number of companies compete with CIC in certain segments.

Buyers own in house systems may conflict with the operational methodology proposed by CIC. This can be overcome only by full integration with those in house systems, which is the aim of CIC. Other electronic catalogues such as RS Components will compete with CIC on certain ranges of goods but not on others.  Companies offering bundling services will be competitors for CIC but again only in certain product groups. Suppliers to the CIC may themselves be competitors if they offer Buyers a better price for going direct. This is one of a number of ways in which leakage could take place. 

In addition to the Cumbrian perspective CIC can be viewed as a strong facilitator of regional development in sustaining and promoting local suppliers within a geographical region. This opportunity will be exploited to provide the CIC concept through iprocure to all regions throughout the UK. CIC Ltd is well placed to achieve this through contacts in  Business Link, Regional Supply Network and Supply Chain Networks. 

Competitive Advantage

To Buyers, CIC offers a searchable single point source for all goods and services within the county and available for delivery today. This gives the Buyer a single supplier, one (paperless) invoice and one settlement per month instead of dozens or even hundreds. Based on industry experience, savings of up to (70%) in the costs of buying transactions will be possible. Across Cumbria as a whole, the savings could be of the order of  8% of total purchases.  CIC will additionally integrate tightly with the Buyers own in-house procurement system, be deployable on his own Intranet, provide him with useful tools and statistics and, provided he is a shareholder, with dividend income. Buyers will also have access to the catalogue 24 hours per day, 365 days per year via any Internet browser. The system will require almost no training, being “walk up and use”. CIC will fit the criteria “easier, quicker, cheaper” and this should be a powerful reason for Buyers to prefer it to any other means of procuring operating resources.

To Suppliers, CIC offers a major step into the fast developing world of e-commerce. Suppliers will be able to present on the world wide web some or all of their inventory. They will be able to keep this inventory up to date using efficient content management templates. Suppliers will control what prices are shown to which Buyers and will benefit from access to potential new customers, dividend income (if a shareholder) and a range of tools and statistic to help them hone their business offering.  In due course, CIC will provide full integration with their own in house order processing and stock control systems. Indeed some Suppliers may choose to use the powerful infrastructure of the CIC to develop with order processing and stock control facilities on the Internet. Supplier members will also benefit for an “own label” web site which uses the same database as CIC but can be accessed independently of the CIC’s portal. This will allow members to develop e-commerce “sell site” experience.

Markets and Services Continued

CIC Pricing

The income to CIC will be generated by charging suppliers 5% of the total sales per month and will be deducted automatically from each supplier’s monthly payment.

Under certain circumstances this 5% may be changed with the agreement of CIC Directors.

Marketing and Deployment Strategy

The success of the CIC within the Cumbrian supply chain depends principally on how enthusiastically it is embraced by the 27 largest Buyers. Marketing efforts will therefore be strongly focussed on these companies. Wherever possible they will be invited to become shareholders and the influence of Enterprise Cumbria and other existing shareholders will be harnessed to this end. Beyond that, the CIC customer development team will continually demonstrate and sell the system to potential users on a one-to-one basis. In broad terms, the deployment of CIC functionality will be first to shareholders, secondly to other members of CSCNG, thirdly to other significant supply chain players and finally to any other business which meets the basic membership requirements.

The only requirement for Buyer membership is that they be a properly constituted business. For Supplier membership an additional requirement of having a significant presence within Cumbria will apply. All those registering on the system will be required to provide full details and credit checks will be made.
Start Up and Development

General

Following the approval of this business plan, a prospectus will be produced for private circulation among interested parties. The aim is to raise (£200k) in equity capital and grants with which to establish the business before the end of 2000.  Purchase and installation of the operating software will take place in January 2000 having two Buyers and two Suppliers using the system the by the end of January 2000. This phase will utilise the purchase card technology. A fully operational system with four buyers and six suppliers will be operational by end May 2000. The system will be upgraded to >10 buyers and >25 suppliers by September 2000.

A projection showing the build up of new Buyers and Suppliers is shown at Annex E. Initially the CIC will operate as a pure Internet facility with all users accessing it via the world wide web. Interfacing with users in-house IT systems is likely to begin before the end of the first year.
Capital Investment Required

A capital investment of (£200k) is required to cover the cost of start up and losses anticipated in the first two years of operation. As a trading record does not yet exist, it is considered that significant borrowing would be neither prudent nor possible. This situation is likely to change once a track record has been established. The equity capital will come from a private circulation among businesses and individuals within Cumbria, possibly underwritten by a northern based venture capital funder. It is anticipated that a portion of the capital required could come from government or European funds

The principle elements for which funding is required are: software purchase (£100k), other capital items (£50k), salaries (£10k) and hosting charges (£40k)
Flexibility

The infrastructure of CIC would lend itself to other purposes within the general area of e-commerce. It could provide, for instance, a sell site for Cumbrian exporters, a junior CIC for smaller business for a such as the Carlisle Business Forum, an industrial shopping mall, a vehicle for a variety of business support services, even a facility on which businesses could dispose of surplus stocks or equipment. Although no plans exist to use CIC for these ends, such a wealth of possibilities demonstrates room for both evolution and contingency plans.

Start Up and Development continued

Key Milestones

Software supplier chosen November 1999

Software purchased December 1999

Phase 1 Complete January 2000

Capital raised December 1999

Supplier training begins January 1999

Software installed January 2000

Buyer training begins January 2000

Project Plan

Draft 1 of the Project Plan is provided in Annex I

Operating and Maintaining the Catalogue

CIC needs to be run on stable, reliable servers with broad bandwidth connections to the Internet backbone. It is not essential for CIC Ltd to own this facility and a hosted service is preferred. It is anticipated that this service will be provided by ISPL. 

The Suppliers will carry out maintenance of the Catalogue’s product database, using templates integral to the software deployed by the CIC. This will involve them in initial data input followed by daily updates. CIC will provide training for Suppliers’ staff in this discipline but the updates will be the responsibility of the Suppliers. Beyond that, CIC will be engaged in monitoring of the whole system and dealing with any exceptions. The host will be required by contract to provide routine system backups.

Training

CIC will arrange initial training of Buyers. The training of Suppliers is expected to be done in conjunction with Genesis/Commerce Media Ltd. This will not be onerous as CIC will be largely a “walk up and use” system. CIC Customer Service will be provided through a help desk, possibly with video conferencing facilities to assist whenever difficulties arise.

Contingency Plans

The host will be required by contract to provide a fail safe backup system on another geographically separate site. Availability of (99%) or better will be specified. 

Start Up and Development continued

Security, Safety and Environmental Issues

Security is a key issue. Access to the CIC will be password protected with at least one further level of authentication necessary before orders can be transacted. Full firewall protection will be provided. A system of internal and external audit will be implemented so that any fraudulent use of the system is detected and dealt with at the earliest possible moment.

There are no significant environmental or safety issues arising from the operation of the CIC itself. 

As an Internet facility, CIC will be opening itself to international trade and therefore to the impact of overseas legislation. The company will seek appropriate legal advice and support in this area.
Environmental Benefits

Since CIC acts as a single source supplier for each Buyer Company significant environmental benefits can be achieved by consolidating and streamlining distribution and delivery to the large Buyers.  CIC will be exploiting this unique opportunity with local distribution/delivery companies.

Additional Benefits

The catalogue will promote collaboration and best practice in the supply chain. It will offer Buyers a single point source for all local supplies and give Suppliers both a local and an international market. 

Technical Aspects

Operation

CIC provides Buyers with access to a searchable database of products via their Internet browser. A Buyer must first register onto the Catalogue by completing an on-line questionnaire and stating their preferences on a checklist. Buyers may include or exclude products, product ranges and specified Suppliers. They may state their settlement terms and QA standards. From then onwards, the Buyer will view the Catalogue strictly in accordance with those preferences. On entry to the Catalogue, the Buyer is presented with procurement software designed to facilitate his buying process. The workflow he follows will be that required by his individual working practices. He can search for or select products in a variety of ways and add products to a requisition. Once executed, the requisition will prompt his supervisor to approve the order. 

An approved order is automatically routed by the CIC to the relevant Supplier(s). It will appear at the Suppliers location as an HTML page.  When printed down, this constitutes a picking list, consignment instruction and delivery confirmation vehicle.  The Supplier then dispatches the goods and informs the CIC of any incomplete fulfillment only. On delivery, the CIC is once more notified.  After an interval predetermined by the Buyer’s preferences, an automatic transfer of funds occurs from Buyer to the CIC. On receipt and clearance, the CIC automatically allocates the appropriate segment of the Buyers payment to the constituent Suppliers, less a transaction fee. Once per week funds are automatically transferred from CIC to the Suppliers.

The Suppliers interface is once again a web browser. Through this he uploads inventory detail including description, price, quantity, delivery promise, specifications and approvals. Updating of details takes place or a regular, exception only basis, at least once per working day.  Suppliers keep the CIC informed of any exceptions to transactions and can request any reports and statistics they require.
Supplier Pricing and Promotion

Basic prices of products and service available via the CIC will be set and controlled by the Suppliers. Facilities will be available for Suppliers to flex these prices depending on the identity of the Buyer. The Buyers will themselves further flex the prices that they see, by their own preference to pay early or late. 

CIC’s service will be promoted via direct contact with Buyers and Sellers, via seminars run by CSCNG, via Business Link and other Enterprise agencies in Cumbria and by the shareholders own networking and desire for the success of their investment.
Software

The software used to run the CIC will be supplied by Internet Special Projects Ltd, a company formed for this purpose by CTD , the owner/developer of the highly successful e-directory and Furness Internet Ltd.

All the above are established companies with good track records, strategic partnerships and customer bases. A CIC Ltd pilot web site has already been created: iprocure.co.uk.
Technical Aspects continued
Hosting

The following existing businesses within Cumbria may be capable of hosting the CIC.

1. ISPL 

2. Commerce Media Ltd

There may be other contenders, including possibly some of the major Buyer companies. 

Similar Facilities in Operation

The provision of an e-commerce solution for the supply chain within a distinct geographical area may be novel. BT’s MarketSite in conjunction with Commerce One is a similar project on a national level.

Commerce One customers include Cal State Fullerton, Eastman Chemical, LA County and UCLA. TRADEX customers include BT, Trade Compass, NT&T, Metalex and Raytheon. Broadvision’s procurement solution is new on the market but their sell site software includes the award winning RS Components site.
Local IT Resources

Local IT resource will be important to CIC in 3 main areas

1. Hosting the service

2. Building the interfaces between CIC and users in house IT systems

3. Developing the CIC core software

Technology Store Ltd, Workington based systems developers and designers of the successful Teletalk product are shareholders in CIC and are currently studying the requirements of  2. above. They are working with Oracle to develop an interface solution for the CIC.

Finance

Profit & Loss and Cash Flow

The provisional draft Profit & Loss projections are provided in Annex E

The provisional draft cash flow projection/ budget is provided in Annex H

Financial Structure, Remuneration and Returns

The company has ten founding shareholders listed in Appendix Dof whom seven make up the executive management team.

Further issues of ordinary shares will be issued during the course of 2000.

Remuneration:

CEO.

The CEO has agreed to waive remuneration until such time as operational profits are generated. 

A bonus of 1% of the net profit before tax will be paid annually when the net profit reaches £50,000. The company will also make a pension fund contribution of 1% of the net profit before tax when net profit reaches £50,000.

Founding Shareholders.

The executive management team will receive annual bonus payments divided equally of 10% of net profit before tax when these profits reach £50,000.

Ordinary Shareholders.

Ordinary Shareholders will receive dividend payments the amount of which will be agreed by the board of directors and will be triggered when the net profit before tax of the company reaches £50,000. 

Exit Route for Equity Investors

As an Internet company operating within an established revenue flow, CIC should grow quickly and provide adequate rewards to shareholder. Beyond this CIC Ltd will aim to obtain a listing on the Alternative Investment Market (AIM) within 3 years with a view to a full stock market listing thereafter. It is anticipated that founder shareholders should realise a substantial return on their investment.

Annex A 

Cumbria’s 27 largest Buyers

Albright & Wilson UK Ltd

Allerdale Borough Council

Barrow-in-Furness Borough Council

Breed UK Ltd (Air Bag & Seat Belt Division)

British Aluminium Speciality Extrusions

British Gypsum Ltd

British Nuclear Fuels Plc

British Steel Engineering

Carlisle City Council

Carnaud Metal Box Plc

Cavaghan & Gray Group Plc

Copeland Borough Council

Cumbria County Council

Eastman Chemicals

Eden District Council

Farley Health Products

Iggesund Paperboard (Workington) Ltd

James Cropper (Papermaking Division) PLC

James Walker & Co. Ltd.

Johnson Controls Automotive UK Ltd

Kimberly Clark Ltd (Scott Ltd)

Lawson Mardon Packaging - Flexibles

Marconi Marine (VSEL) Ltd

Oasis Villages Ltd

South Lakeland District Council

Thomas Armstrong (Construction) Ltd

UCB Films - British Sidac Ltd

Annex B

Cumbria’s 117 key Suppliers

A1 Engineering
Furness Fans Ltd
Quality Electronic Repairs

Aero Precision Engineering
G & M Supplies (Cumbria) Ltd
R S Roofing Supplies Ltd

Alan Dick Engineering Ltd
G A Tools
R Smith Engineering

Alco Waste Management
G H Chambers & Son
Rainbow Office Supplies

Arjo Paper Merchants Carlisle
Grafix Signmakers Ltd
Refrigeration Mitton Ltd

Armstrong Watson & Company
Grapevine
Richard Woodall

ASD Edgars
Graphskill Ltd
Rickerby Ltd

Ashley & Rock Ltd
Grosvenor House Papers
Romar Workwear Ltd

B B Glass Ltd
Groundwork West Cumbria
S B Engineering

B L Gilbert (Barrow) Ltd
GW Waite & Company Ltd
S Brannan & Sons

Badger Press Ltd
Harsh Environment Systems Ltd
Sahlin & Company

Bells of Lazonby Ltd
Hewetson Engineering
Scurrah - Nassau Ltd

Border Construction Group
HSP Milners Ltd
Sealtec NW Ltd

Brady Distribution
Hunter Engineering & Welding 
Sewell & Fisher Ltd

BRJ Construction Services Ltd
J A Lee Cleaning Contractors
Signs Express

Broombys Ltd
Kestrel Communications
Smith and Company (Carlisle) Ltd

Burbush's of Penrith
Kingston Products Ltd
Sovereign Chemicals Industries Ltd

Carlisle Business Supplies
Lakeland Laser Services
Spectrum Pre-Print Ltd

Centric Office Solutions
Lakeland Mouldings
Sterling Fabrications

Chi-Delta Ltd
LCS Business Solutions Ltd
Steve's Paints

City Electrical Factors
Linden Industrial Supplies
Strand Engineering NW Ltd

Clarkin Electronics
Made in Cumbria
Swan Bearings Cumbria

Clive Walton Engineering
Marl International Ltd
Swan Chemicals

Cragg & Cuttriss
N C Laser Cutting Services Ltd
System Hydraulics

Cranstons Ltd
Newey & Eyre Ltd
Telemeter Engineering

CSS Cumbria Steelstock Ltd
Nortech Radiocomms
Thomas Graham & Sons Ltd

Cumberland Electrical Wholesalers Ltd
North Lakes Foods Ltd
Thurnams

Cumbria Bearings & Transmissions Ltd
North West (Laundries) Ltd
Tornado Wire

Cumbria Business Supplies
Norwest Engineering
Total Business Supplies

Cumbria Computer Services Ltd
NRL Limited
TriNet IMB Ltd

Cumbria Fasteners Ltd
Nu-Tech Associates
Tubros Engineering Ltd

Cumbria Storage Systems Ltd
Oxley Developments Company Ltd
W M Plant Ltd

Cumbria Welding Supplies
Park Gate & Company
West Meters Ltd

Deltawaite Ltd
PAV Data Systems Ltd
Wm Coulthard & Company Ltd

Duddon Electronics Ltd
PICT Ltd
Yarl Hydracentre Ltd

Eden Office Supplies
Plotters Plus Ltd


Edmundson Electrical Ltd
Pneuco Ltd


Firpress Ltd
Premium Ceiling & Linings


Flexible Maintenance Services
Printexpress (Cumbria) Ltd


Foray Controls Ltd
Pro-Tec Systems


Annex C

Individuals offering assistance in the development of CIC

· Henry Bell, General Manager, Cumbria Supplies

· Ian Copeland & David Magrath, Senior Procurement Executives, BNFL

· Barry Clark, Engineering Buyer, Iggesund Paperboard

· Geoff Harvey, Purchasing Manager, UCB Films

· Ian Hoyles, Procurement Manager, West Cumbria NHS Trust

· Michael Thompson, Deputy Site Director, James Walker & Co Ltd

· George Hollywood, IT Manager, Cavaghan & Gray

· Chris Stanger, Purchasing Manager, British Aluminium Extrusions

· Ian Anderson, Purchasing Manager, Eastman Ectona

· Richard Gilbert, Managing Director, BL Gilbert

· Nigel Thomason, Managing Director, Pneuco Ltd

· Roger Smith, Director, Thomas Graham & Sons Ltd

· Helen Brown, Director, Premium Ceilings and Linings Ltd

· Peter Caunce, Managing Director, Swan Bearings

· David Heron, Managing Director, Technology Store
Annex D

Founder Shareholders in Cumbria Industrial Catalogue Ltd

· BL Gilbert 

· Pneuco Ltd 

· Thomas Graham & Sons Ltd 

· Premium Ceilings and Linings Ltd 

· Swan Bearings

· Technology Store
· Enterprise Cumbria Ltd
· BGN Ltd
· Nicholas Steven
· Internet Special Projects Ltd
· Supplementary Founding Shareholders (non voting)

· British Nuclear Fuels
· Deltawaite
· TJ Services
· Mrs R Gilbert
· Mr P. Gawne-Cain
· Mr J. Neil
· Mr D.B. Neil
Annex E

Profit and Loss Projections






Year to 31 December
2000
2001
2002


£000s
£000s
£000s






Sales
560
2,600







Cost of Sales
532
2470







Gross Profit
28
130







Gross margin %
5
5







Hosting costs
8
8


IT and technical support
8
8


Operating resources
6
6


Marketing & customer support
4
4







Total operating costs
26
26







Profit before interest, tax and depreciation
2
104







Depreciation









Profit before interest and tax
2
104







Interest (earned)/paid









Profit/(loss) before tax
2
104












Annex F

Funds Flow Projection

Year to 31 December
2000
2001
2002


£000s
£000s
£000s






Profit/(loss) before tax









Depreciation









Additions to fixed assets









Net proceeds from Funding









Increase/(decrease) in current liabilities









Funds flow in period









Cash funds brought forward









Cash funds carried forward




Annex G

Balance Sheet Projections

As at 31 December
2000
2001
2002


£000s
£000s
£000s






Fixed assets









Current assets:




   Cash









Current liabilities:




   Creditors




   Overdraft









Net current assets/(liabilities)









Net assets









Represented by:




   Share capital




   Profit and loss account









Shareholders' funds









Annex H 

Cumbria Industrial Catalogue: Draft Cash Flow / Budget

£k
Qtr4  1999
Qtr1  2000
Qtr2  20000
Qtr3      2000
Qtr4 

2000
Qtr1 

2001
Qtr2 

2001
Qtr3

2001
Qtr4 

2001
Totals













Software
15
25
25
5
5
5
5
5
5
95

Hardware

5
5
5
5
5
5
5
5
40

Supplier Interfaces
2
5
5
5
5
5
5
5
5
42

Buyer Interfaces

2
2
2
2
2
2
2
2
16

Marketing/Promotion

1
1
1
1
1
1
1
1
8

Training

1
1
1
1
1
1
1
1
8

Operational Costs

2
2
2
2
2
2
2
2
16

Hosting Costs

2
2
2
2
2
2
2
2
16

Administration

1

1

1

1

4













Total
17
44
43
24
23
24
23
24
23
245













Income (5% of sales)

1
2
10
15
20
25
35
50
158













Shareholders Funds 
20






















Cash Flow
+3
-40
-81
-95
-103
-107
-105
-99
-72
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